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Using Time Sales 
to Increase Volume 

By s. M. ZINNER 

At least one-half the number of your sales 
should be on a defeired payment basis. If 
they are not it simpły means that you arc not 
taking fuli advantagc of your opportunitics. 

This is an age of long term credits. Almost 
cverybody buys on a time basis today. In 
form er years a sales man hesitated to propose 
time payments for fear that a prospect might 
think his ńnancial standing was being re- 
flected upon. Today just the contrary is the 
case. Long credits arc the generał practice 
and business men realize that they can make 
morę money on their Cash than the slight 
extra charge that is madę for the finaneing 
service. Hence. they welcome the deferred 
payment privilege. 

Your time payment plan should accomplisn 
much morę than mereły converting time paper 
into cash. Properły uscd by your salesman 
it will increase the number of your sales. 
beyond anything you have antidpated. • 

It is necessary that salesmen be just as 
car e fuli y instructed in the pro per merchan- 
dising of time payments as they are in the 
Iron Fircman itself. They should be shown 
ezactly how to propose time payments. 
They should be instructed to suggest that the 
Iron Fir cm a n can be paki for monthly, out 
of the money saved by its use. early in their 
sales talk. If they do not do so early many 
prospects may immediatcly say “no,” just 
because they do not feel that they can spare 
the ready cash. Thus your salesmen interests 
a great many of those upon whom he calls 
who would not otherwise evince any interes; 
whatsocver. 

In this way it often develops that a prospect 
who is interested by the suggestion of a “time 
plan” becomes a "cash buyer” because -he 
wants to take advantage of the extra discount 
you offer for cash. 

Kccp in mind also that the offer of a time 
plan inspires your prospect’s confidence. He 
knows you would not offer to sell him a com- 
modity Uke the Iron Fircman on time, if you 
were not absolutely surę that it would fulfill 
every claim you make. 

In futurę issues we will try to point out to 
you other important phases of time payment 
selling. If you have any suggestions or in- 
formation that will be of intercst to other 
Iron Fircman dealers. ałong this Ene, send it 
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Just because this is the season of holly, 
mistletoc and shoppers’ spccials is no rcason 
why you should slow down in your sales 
effort. No. fellows. there is no exrns- for 
saying to yourself. “No chance to sell Iron 
Fircman during the Holidays.” This is no 
time to chuck your brief case on the shclf. 
toast your shins over the radiator and sit 
around to prove to yourself and everybody 
clse "That I told you so." 

You should do just the opposite! Why? 
Because in Decembcr your prospects are "in 
the buying mood — their purse strings are 
unfastened — and you know what that means! 
You know a man in a buying spirit can be 
sold anything much ąuicker than when he is 
trying to conscrve — when his money is locked 
up. 

Don‘t go around with a gloomy, “it can’t 
be donc" cxpression on your face. Have an 
air of Holiday spirit about you — you know 
what I mean — not the liąuid kind — but a 
happy, cheerful, progrcssively successful atti- 
tude. Radiate the “giving” spirit of the 
season. Make your prospect sec you ai*- 
“giving” something worth while by "givirf 
him an opportunity to buy an Iron Fircm'_ 
and hc will feel a lot morę like “giving” you 
the order. Try it out. I’ll bet it will pay 
you bigger dividends than toasting your shins 
and bemoaning the Xmas Senaon. 

Go right to the boss with your proposition. 
right through the front door. For Goodncss 
Sak cs, don’t try to sell Iron Fireman by going 
down the alleys and in through the back door. 
If you do you are wasting time and getting 
nowhere. In very, very few cascs does the 
engineer or superintendent havc the power 
to buy a piece of equipmcnt like the Iron 
Fireman. You shouldn’t cxpcct them to go 
up to the big boss and act as your salesman 
in presenting the proposition to him. You 
know very well hc is no salesman and he will 
very likely fali down on the job. He will 
mcekly put the proposition to the boss, and 
then ąuickly back out of the private officc 
when the usual “roar” comes. 

You should outline the whole thing to the 
boss yourself, in a real connected way, step 
by step. and when the “roar” comes or when 
hc says “No! 1 !” Uke some of them do, the 
last thing you want to do is lay down, quit 
and walk out. That is when a "GOOD” 
salesman proves that he is “GOOD." 

So pick out a few of your best prospects, 
fellows, and lay your plans as to how you are 
going to put in the ńnishing licks then get 
them to “give” you their order --in Decembcr. ‘ 

Many sceming obstacles are not obstaclcs 
at all if you look at them from the right 
perspcctivc and that certainly applies to the 
Xmas Season. 

Old Saint Nick is no alibi for hard worldng 
salesmen. They work hand in hand. H'^“ 
will actually be a help to you if you will oni 
try, and I know you will. . - 


Goodwill 

By C. J. PARKER 

Christmas is a season of Goodwill. To many 
Goodwill is a term rather vaguc in its gencrali- 
tics but in business it is bought and sold at its 
market value; it has a vcry important place 
and has become a rccognized business asset- 
There is, howcver, a type of Goodwill which 
— J>as-B-eYer byen givęn_ą Dląęg on_the bąlance 
sheet. Nevertheless, it has a vcry real value 
and a most important place in any business 
organization. It is the personal interest of the 
individuals making up the organization ; it is an 
intern al Goodwill scrving as the seed from which 
grows the markctable ąuality of GoodwilL 
Personal interest is not of sporadic origin; 
it is a logical growth springing from a desire 
on the part of the individuals to redprocate 
the organization’s interest in them; it is a 
reflcction and its m om en tum will carry it no 
farther than the object it refleets; it can not 
be installed; it must be crcated; it is bom of 
hopc and nurtured by Gencrosity. 

Within the Iron Fireman organization the 
element of Personal Interest has deve!opcd 
to a pleasing citcnt and if the Company’ s 
interest in the welfare of each individual 
member will be reflected by that mcm ber’ s 
personal interest we are surę to enjoy even • 
greater intcmal Goodwill with the morę inti- 
mate acąuaintance to be had, each with the 
other during the Corning year. 


Who, Indeed! 

Wife — When you camc in at 3 o’dock this 
moming you didn’t know who I was, did you? 
H ubbv — No, who were you? 

— Lea therneck. 


Two little boys were astride a none-too — 
large hobby horse. 

Things eventually camc to the point where 
one Ettle rider said to the other: 

“If one of us would get off I could ride 
better .” — Christian Science Monitor, 
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Fa^nipg J^ospects 
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Each montłl some "Don't" and 
Selling pointers will appear in this 
column. Watch for them, take heed 
and profit accordingly. 

Don’t bc ashamed of what you are selling. 
Approach your prospect with an air of orfering 
him something he really needs. And always 
remember hc will Tbank you for making him 
buy it. after hc finds out what it will do for 
him in his plant. 

Don't cali on prospect until you know 
what you are going to say and do. 

Don‘t sell the machinę. Scll the results. 
Results are What count. 

Don’t forget to *’Ask 'em to buy." When 
the time is ripe. They will never tell you 
they ate ready to buy. 




Service 

By J. H. WALTER 

In making your preliminary estimates for 
the stoker. pleasc be positive as to the gratc 
area ot the boiler under consideration. Thcn 
a careful reference to your dead piąte dia- 
grams will readily disclose the proper size 
dead platcs to order with said stoker. 

Thcsc dead piąte diagrams are rr.ade as 
simple as possibłe. and give the outside 
dimensions. length and breadth of the plates 
shown as they will nest together with each 
other and the tuyercs. In providing the side 
and end wali foundation for thcsc dead plates. 
it is ooly ncccssary and bot to have but an 
inch and three-ąuarters to two inches beańng 
of the piąte. 

Lay the dead platcs level and imbed them 
on this ledge in plastic to make same air tight. 
Also see that the hook on the plates nest wcll 
and evenly in the books of the tuyercs. Do 
not attempt to necessarily use all the tuycrc 
fillets. In other words, do not make your 
tuyercs too tight but allow for a little espan- 
sion. 

You will want the hot gases of the fuel you 
bum to be as effectivc as possibłe on as much 
of the boiler surface as possibłe. Lct us. 

• c 

o 


Just before mailing this issue we have received word of the airplane 
accidcnt which has taken from us our well loved friend and presi- 
dent, Mr. C. J. Parker. Those of us who have known his kindly and 
lovab!e qualities will morę deeply appreciate the spirit of good will 
cxpressed in his message, which was given us before his departure 
East. It is fitting that his last message to us should bc one of good 
will and hope, the two qualities which have drawn to him the love 
and confidence of all with whom he came in contact. 


(Signcd) 


R. E. GUNN, 
Editor. 


Original copy of this letter on file in this Office. 





Says 

Alibi-Ike: 


“EFFICIENCY is measured in deeds, 
not in reasens why deeds are not per- 
formed.” 




Ostriches don’t use alibis — They stick 
their heads in the sand. 


The Iron Fireman Family 

The family circlc of the Iron Fireman 
reaches to the four comcrs of the North 
American Continent. Ovcr eight hundred 
individuals are listed in our "family album" 
and each day brinęs its new members. In- 
duded in our family are the organizations 
of the factory, dcalers and sub-dealers actively 
engaged in the production. distribution and 
servicc of the Iron Fireman. 




Executives East 

Our ttesident,"’ C. jC^FarkeranćT Vice- 
Prcsidcnt. T. H. Banfield left for Eastem 
points Novcmber the 26th. Most of you 
have alrcady had a visit from “Cy” Burg. 
our General Sales Manager, who left herc 
November 16th for a swing through the 
Atlantic and Eastem States. They will all 
be back here again around the third wcck in 
Decem ber. 




* x ncYci cxpcei IU uu uin o^oui. x vui nut! 
Fireman is O. K. It’s what we deaiers need.” 


A new clcrk. dictating, was in doubt as to 
the use of a certain phrasc. so he said to the 
stenographer: "Do you retirc a loan?” And 
the wistful-eyed one interrupted rather 
sleepily: 

“No. I sleep with mama ." — Velmo Times. 










Displays Talk 


The Optenberg Iron Works. Iron Fircman 
dealers in Sheboygan, Wis., had a vcry at* 
tractive display in the Radio Show rccently 
held in the new Eagles Auditorium. A Junior 
Stoker was installed in a fumace and operated 
right on the floor. Reports are that this dis- 
play attracted the largest crowd of any of the 
displays. Mr. Finkę is highly clated with the 
attention his display received and feels eon- 
lident he will reap a rich harvest from interest 
created. To make this display he wired 
C!eveland factory office to ship a Junior via 
express. 


From New York 

By R. C. PARKER 

Twenty-two scrvice men and three electri- 
cians are kept working day and night, and the 
new service station at 204 East 33rd Street is a 
very busy place indeed. Frank L. Burns, a large 
coal dealer in New York is advcrtising "Iron 
Fireman Coal" at $1 .50 a ton less than coal used 
for hand-firing. Mr. Crewe. the New York 
manager, is entfcusiastic over the possibilities 
for the futurę. Inquiry about the Iron Fire- 
man has come from faraway Greenport which 
is near Ruth Elder’s hopping-off place. 

The feeling in the New York organization 
is so keen that its members are vacating 
apartments not warmed by an Iron Fireman; 
and the writer, a morę rabid Munhattanite 
than any native, has moved out to Jamaica, 
so that he may enjoy the steady (Iow of hot 
water and pcrfect heating which can only be different methods 
auured where an Iron Fireman is in op- ing we attended t 
eration. display appeared 1 


A well chosen Christmas card addrcssed 
to each Iron Fireman owner in your territory 
will serve to cement the Goodwill which 
always exists betwcen the Iron Fireman 
dealer and the Iron Fireman owners. 


A CLOSED HAND NEVER RECEIVES. 


Several dealers have written in to suggest 
the use of "Installed" signs on buildings where 
an Iron Fireman is being installed. This is a 
good idea and will, perhaps. be best suited to 
buildings under construction. A neatly 
painted sign on wood or metal would get a 
place where the common card board sign 
would not and, too, one or two such sign* 
would serve the requirements for they could 
be used time and again on different jobs. 


Prize Contcst 

A very interesting letter comes from Bruce 
Sutherland, district representative, Toronto. 
He has offered $100 first prize, $60 second 
prize and $40 third prize for the dealers in 
his territory turning in the highest percent 
ages of sales against thełr quotas for the 
remaining two months of this year. One 
hundred dollars extra for Christmas shopping 
won't go so bad, will it? 


Rcpcat • Plus 

A repeat order is indisputable evidence of 
satisfaction on the part of the buyer. Ac- 
cording to word just received from R. O. 
Williams. President. Iwo ScWMn ..Coal 
Stoker Company. Minneapohs, they can 
justly daim their service satisfies. He 
writes us as follows: 

"In the last four months we have received 
seven repeat orders covering nine stokers as 
follows: 

"Siebrecht, Florist, Aberdeen, S. D., had 
two 5A*s and ordered one morę 5A. 

"Anderson and Nelson, Minneapolis, had 
a No. 4 and ordered one No. 4 and one No. 3 
for apartment houses here. 

"H. L. Roberts. Inc., St. Paul. had one 
No. 3 and gave us order for another No. 3. 

"Albert Lea School Board. aft er installing 
two No. 5's in the High School, ordered a 
No. 4 for the grade school building. 

“Rochester Dairy Company, Rochester, 
Minn., after installing a 5A and operating it 
fifteen days, placed an order with us for 
another 5A to equip the second boiler. 

"Bachman Bros. greenhouse, having oper- 
ated two No. 4A's last season, placed an 
order with us yesterday for the third No. 4A 
to be installed in the third boiler. 

"On October 18th we installed one No. 3 
Iron Fireman in R. Brown son & Company’ s 
heating plant in their factory a t Hastings.- 


łka: Does your fatlier pay much for coal? 
Mika: No, we live across the alley from 
the power plant and I yell names at the 
lircmen . — Tha Firaboz. 


The First Step in the 
Making of an Iron 
Fireman 
By H. C. CARTER 


The maldng of an Iron Fireman begins at the Foundry, but contrary to the belief 
of some people who assodate an automatic stoker with an ordinary fumace, it does 
not end there. The Foundry is only the first step in a long senes of o per ad ona which 
_w^l^W_-xplflinedłtep byjtep ic ^ter.aŁtirJei. -. — — — - r- 

The best grade of gray iron is used in all of our iron castings. ezcept those which 
require iron with a special analysis such as the worm gears. For this part an iron 
containing a high percentage of nickel is used, giving it long wearing qualides. 

Specidł alloys are used for most of the Steel castings. The feed worm is madę from 
alloys which give it a high resi stance to heat. Some of the cast Steel gears which must 
carry heavy loads as well as resist wear, contain a high percentage of chromium and 
nickel. After the pro per heat treatment these alloys give strength to a Steel casting, 
which until recent years was unknown, as this is a late development in metallurgy. 

Foliowi ng good foundry pracdce, moulding machines are usra wherever practicable, 
and with production inereanng as it has in the past, morę machines will be added, 
until in a short time all castings will be moulded on machines. These machines not 
only give volume output. but also insure uniform casdngs, which help to make all our 
parts interchangeable. 

The core room is an espedally interesting department to the endre Iron Fireman 
Organization, for it is here that we have an Iron Fireman helping to give its brothers a 
good start. The core oven is automatically heated at an even temperaturę produced 
and controlled by an Iron Fireman funedoning in a new capadty. 


Minn. Ńovember'7th our Mr.~Magee called 
on R. Brownson As Company, who are father 
and two sons. They were well enough 
pleased with the No. 3 stokers that they gave 
him orders for three Juniora, one each for the 
father and two sons for their residences. 
One was to be shipped at once, the other 
two to be delivered by Decem ber ISth if the 
first one worked satisfactorily. 

"The first one was installed November 9th 
and the morning of the 12th we were re- 
quested by long distance to get the other 
two Juniora to tfaem on or before November 
30th, as the one installed was working so 
nicely they were anzious to g'et the other two 
right away." 



